
Background of the Invention 



The present invention is directed to a sales 
presentation generation system and, more particularly, to a 
5 system which integrates customer specific information with 
a selling entity element to generate a presentation 
customized for a particular customer in a manner which 
reinforces the identity of the selling entity. 

The following description and related drawings include 

10 reference to a number of trademarks. The inclusion of 
these trademarks is for purposes of clarity and 
illustration only and does not express or imply any 
connection between the owners of the trademarks and the 
invention or between the owners of the trademarks and the 

15 assignee of the invention. 

Sales representatives currently use a number of 
techniques and methods to present a product to a customer. 
These techniques may include sales proposals or 
presentations, such as PowerPoint (TM) slide presentations, 

20 videos, and the like. Typically, sales proposals generally 
fall into two distinct categories. On one hand,, sellers 
often use "brochures" to generally market their products. 
These brochures provide information about the seller 
generic to any type of customer, and in doing so convey a 

25 strong sense of the seller's "look" or identity. On the 
other hand, seller's may create customized proposals to 
target a specific customer or group of customers. As the 
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degree of customization increases however, the "look" or 
identity of the seller tends to be lost. Other 
presentations, such as slide shows, suffer from the same 
tension between customization for a particular customer and 
5 the desire to maintain the "image" or "look 11 of the selling 
entity. 



Summary of the Invention 

The present invention provides a system for creating 

10 sales presentations. The system integrates customer 
specific information with a selling entity element to 
generate a presentation customized for a particular 
customer in a manner which reinforces the identity of the 
selling entity. Accordingly, the present system 

15 significantly enhances the impact of sales presentations 
and the likelihood of consummating a sale. 

In one particular embodiment, there is provided a 
computer system implemented method and apparatus for 
generating a customized presentation for a customer of a 

20 selling entity to facilitate a sale of a product offered 
for sale by the selling entity to the customer. The 
computer system includes a memory arrangement and at least 
one processing unit. The computer system stores, in the 
memory arrangement, selling entity elements having a 

25 corresponding impression characteristic which the customer 
of the selling entity identifies with the selling entity. 
The computer system develops a customer solution for the 
customer based on customer information, received in the 
computer system, representing the customer's interest in 

3 0 the product. % 




A selling entity element is retrieved from the stored 
selling entity elements and a presentation item is 
generated by integrating customer solution information with 
the retrieved selling entity element to reflect a portion 
5 of the customer solution in a manner which maintains the 
corresponding impression characteristic of the retrieved 
selling entity element. Finally, the presentation item may 
be output for presentation of the customer solution to the 
customer in a manner which reinforces the identity of the 

10 selling entity. 

In another embodiment, a computer system is provided 
which generates customized proposals to facilitate a sale 
of a product offered for sale by the selling entity to 
different types of customers. The computer system includes 

15 a memory arrangement and at least one processing unit. One 
or more selling entity elements and one or more customer 
type elements are stored in the memory arrangement. The 
selling entity elements are identifiable with the selling 
entity by customers of the selling entity, and the customer 

20 type elements correspond to the different types of 

customers for the product offered for sale by the selling 
entity. 

The computer system receives customer profile 
information of a particular customer and also receives 

25 information indicative of the particular customer ' s 

interests in the product. Based on the customer's interest 
in the product , a customer solution is generated for the 
particular customer. A customer type of the particular 
customer is determined from the customer profile 

3 0 information. The computer system retrieves, from the 



customer type elements, a customer type element 
corresponding to the customer type of the particular 
customer, and retrieves a selling entity element from the 
plurality of selling entity images. The retrieved customer 
type element and the retrieved selling entity element are 
then integrated into an integrated presentation customized 
for the particular customer based on the customer solution. 

These and various other features as well as advantages 
of the invention are pointed out with particularity in the 
claims annexed hereto and form a part hereof. However, for 
a better understanding of the invention and its advantages 
reference should be made to the drawings which form a 
further part hereof, and to the accompanying descriptive 
matter, in which there is illustrated and described various 
embodiments of a system in accordance with the invention. 



The invention may be more completely understood by 
consideration of the following detailed description of 
various exemplary embodiments of the invention in 
conjunction with the accompanying drawings, in which: 

Figure 1 is a block diagram illustrating a sales 
presentation system in accordance with one exemplary 
embodiment of the invent ion ; 

Figure 2 is a block diagram illustrating an exemplary 
memory arrangement interacting with an exemplary 
presentation generation system according to one embodiment 
of the invention; 

Figure 3 is a flow chart depicting a process of a 
system in accordance with one embodiment of the invention; 
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Figure 4 depicts a template which may be used in the 
process of Figure 3 ; 

Figure 5 is an example presentation output constructed 
using the template of Figure 4; 
5 Figure 6 is another flow chart depicting a process of 

a system in accordance with one embodiment of the 
invention; 

Figure 7 depicts an example of a template which may be 
used in the process of Figure 6; 
10 Figure 8 illustrates an example presentation output 

constructed using the template of Figure 7; 

Figure 9 is another flow chart depicting a process of 
a system in accordance with one embodiment of the 
invention; 

15 Figure 10 is an example template which may be used in 

the process of Figure 9; 

Figure 11 is an example presentation output 
constructed using the template of Figure 10; 

Figure 12 is another example template which may be 
20 used in the process of Figure 9; 

Figure 13 is an example presentation output 
constructed using the template of Figure 12; 

Figure 14 is a user interface screen illustrating one 
embodiment of a presentation construction tool in 
25 accordance with one embodiment of the invention; and 

Figures 15-17 illustrate sample presentation pages for 
comparison. 



3 0 Detailed Description of the Drawings 



The present system is a sales presentation generation 
system which integrates customer specific information with 
a selling entity element to generate a presentation for the 
sale of a product customized for a particular customer of 
5 the selling entity. The presentation item may be any type 
of audio and/or visual output, including an image, such as 
text or graphics, a video clip, or an audio clip, and may 
be output in a variety of manners, such as a proposal in 
hard copy or a multimedia presentation. 

10 In one particular embodiment of the invention, the 

customized presentation item is constructed in a manner 
which reinforces the identity of the selling entity element 
by integrating customer solution information with a selling 
entity element having an impression characteristic which 

15 indirectly convey the identity of the selling entity. In 
this particular embodiment, a portion of the customer 
solution may be presented to the customer in a manner which 
maintains such impression characteristics of the selling 
entity element so as to convey a desired impression or 

20 identity of the selling entity. As will be discussed 
further below, the selling entity elements may be, for 
example , images , templates and/or audio information having 
impression characteristics which customers identify with 
the selling entity. 

25 In accordance with another aspect of the invention, a 

presentation item which may be generated using an 
embodiment of the invention may be further, or in the 
alternative, customized according to the type of customer 
to which the presentation is directed. Accordingly, the 

30 present system significantly enhances the impact of sales 




presentations and the likelihood of consummating a sale and 
takes advantage of the goodwill fostered by the customer's 
"image" . 

A sales presentation generation system in accordance 
with one particular embodiment accesses customer 
information collected during a sales process, generates 
integrated sales presentation items based on the customer 
information, and presents the integrated sales presentation 
items to a user. For explanation herein, sample sales 
proposals of the type which may be generated by a sales 
presentation system in accordance with the present 
invention are provided as A ^ppondixoci A and portions of 
which are reproduced as figures. In describing various 
aspects of the system reference will often be made to these 
sales proposals. While the samples are proposals directed 
to sales of advertising space in a newspaper and to sales 
of legal services , the invention extends to cover sales 
presentations for any type of product which would be 
amenable for use in connection with the described features 
and aspects of the invention. Furthermore, the term 
product, as used herein, is intended to cover anything 
offered by a selling entity, including tangible items and 
services . 

Exemplary sales systems which may be used to implement 
the various functionality described herein for gathering 
and using customer information in a sales environment are 
disclosed in U.S. Patent Application Serial No. 08/692,045, 
filed August 2, 1996, entitled "Computer Advertisement 
Sales System," U.S. Patent Application Serial No. 
08/550,089, filed October 30, 1995, entitled "Integrated 



Computerized Sales Force Automation System" and U.S. Patent 



entitled "Sales Presentation System," each of which share 
common ownership with the present application and are 
5 herein incorporated by reference. 

Figure 1 is a block diagram functionally illustrating 
an exemplary sales presentation system 100 shown coupled 
with a customer solution system 102. The sales 
presentation system 100 includes a presentation generation 

10 system 104 , a memory arrangement 106, an input device 108, 
such as a keyboard, an output device 110, such as a 
monitor, a speaker, and/or a printer, and a processor 112. 
Generally, the customer solution system 102 is an 
interactive system used by the sales representative or a 

15 customer to collect customer information and create a 
customized customer solution based on the customer 
information . It is noted that the customer solution system 
102 may be separate from or integrated with the 
presentation system 100. What is required is that the 

20 customer solution system 102 and presentation system 100 be 
arranged to commonly exchange information. 

The presentation generation system 104 provides an 
automated tool for integrating customer specific 
information, typically collected using the customer 

25 solution tool 102, with a particular selling entity element 
to generate a presentation item customized for the 
particular customer. The presentation generation system 
104 may, for example, be used by the sales representative 
to create a customized sales proposal for the customer or 

30 the presentation generation system 104 may itself 
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automatically combine presentation items to generate a 
presentation. The customer specific information may be 
customer solution elements, such as images, audio 
information or data, representing a portion of the customer 
5 solution, which is integrated with the selling entity 

element to reflect the portion of the customer solution in 
a manner which maintains and reinforces the identity of the 
selling entity in a manner more fully described below. The 
customer specific information may include or also be an 

10 element representing the type of customer for which the 

presentation is being prepared. For example, a different 
element might be used for a computer type customer than for 
an automotive products type customer. The customer 
solution system 102 and presentation generation system 104 

15 may be operationally coupled to the memory arrangement 106 
so that each may access the data stored in the memory 
arrangement 106. The memory arrangement 106, customer 
solution system 102, and presentation generation system 104 
are each discussed in more detail below. 

20 The sales presentation system 100 may be implemented 

on a stand-alone computer operating independently or as 
part of a computer network or other computer arrangement 
suitable for use in the selling entity's sales environment. 
The system is particularly adaptable for use by a sales 

25 force located in the field. The system can be highly 

portable, with the sales representative being able to use 
the interactive technology while working directly with the 
potential customer . Because all the needed information is 
either available in the system or readily accessible, the 

30 sales representative is able to more easily close a sale 




while still with the customer, often at the customer's 
place of business. The sales presentation system 100 is 
also finely suited for use on the Internet. A customer may 
access the system via the Internet and input customer 
information from which a solution is developed. The 
presentation generation system may then automatically 
generate a presentation based on multiple presentation 
items and present the presentation to the customer over the 
Internet. The programs for providing the functionality of 
the system are primarily implemented using C++ or other 
object oriented programming languages. The visual 
interfaces of the various systems may be implemented using 
Visual Basic (TM) or equivalent interface programs. 

The memory arrangement 106 may be one or more memories 
used by the various systems to store the relevant 
information. The memories may include fixed or removable 
data storage mediums, databases, RAMS and/or ROMS, and may 
be widely distributed, for example, on different computer 
platforms, etc. In one exemplary embodiment, the memory 
arrangement is implemented using industry standard 
relational database products . Alternative embodiments may 
implement the same functionality on object oriented 
databases or any other equivalent database structure. 

The customer solution system 102 is provided to 
receive information concerning a particular customer and to 
generate a solution customized for the particular customer 
using the products being offered for sale by the selling 
entity. The sales presentation system 100 may be used with 
various customer solution systems . 
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The customer solution system 102 may include a 
customer tool which provides a convenient interface for 
entering customer information. This information may 
include a customer 1 s profile such as corporate name, 
5 address, size, contact, industry, budget, specific interest 
in the products offered for sale, and other relevant 
information . In the advertising industry, for example , 
this information may include demographics of the customer's 
clientele, customer's industry, customer history, 

10 advertising requirements , etc . 

The customer solution system may also include solution 
tools or modules for accessing and presenting product data, 
receiving the customer's preferences regarding the product 
data, generating a recommended product configuration, 

15 quoting a price or rate for a recommended product, 

presenting a competitive comparison between the recommended 
product and those of competitors , presenting financing 
options for the product, etc. The selling entity may have 
a number of different products offered for sale. The 

2 0 system may be used to present various options regarding the 
different products . In the advertising industry, product 
data may include advertisement medium, advertisement 
product features , advertisement length, broadcast time , 
broadcast coverage, etc . The customer information and the 

25 customer solution may be stored in the memory arrangement 



When used in the Internet environment, the customer 
solution system 102 may present to and receive from the 
customer input forms, such as HTML forms, in order to 
30 collect customer information. The customer solution system 
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102 may further receive Internet environment variables, 
such as CGI (Common Gateway Interface) environment 
variables , indicating customer specific information such as 
login address, terminal type, browser type, etc. These 
5 variables may then be used in the generation of a customer 
solution . 

The presentation generation system 104 accesses the 
customer information and the customer solution, 
automatically generates presentation items based on the 

10 customer information and the customer solution. The 

presentation generation system 104 also provides the sales 
representative the tools for presenting the presentation 
items in a complete presentation document. The 
presentation generation system 104 includes a presentation 

15 item generation tool which may integrate among other things 
customer specific information with selling entity elements 
in a customized manner and a presentation generation tool 
which may interactively allow a sales representative to 
select desired presentation items to make a finalized sales 

20 presentation and/or which may itself automatically combine 
presentation items to generate a complete sales 
presentation. 

The presentation item generation tool may, based on 
the customer solution, identify and retrieve selling entity 

25 elements having impression characteristics of the seller, 
identify and retrieve customer solution information, and 
generate a presentation item by integrating the selling 
entity element and the customer solution information in a 
manner which reinforces the impression characteristics of 

30 the selling entity element. The item generation tool may 



further identify a customer type based on the customer's 
information, retrieve an element reflecting the customer 
type, and integrate the customer type element with a 
selling entity element to generate a customized 
5 presentation item for the particular customer type. 

Embodiments of the presentation generation system 104 will 
be described in further detail below. 

As described above, the presentation item generation 
system 104 may generate a variety of presentation items for 

10 a given customer and customer solution. The presentation 
item again may be any type of tangible representation, 
including visual and audio items. The presentation items 
may be highly customized for the customer without loosing 
the overall desired impression which conveys the "image" of 

15 the selling entity. Using the presentation generation 

tool, a sales representative may, for example, survey these 
presentation items and select a certain number of the 
presentation items to develop a final presentation. The 
presentation may then be provided to the customer, for 

20 example, as a printed proposal or a multimedia or slide 
presentation . 

Illustrative presentations of the type which may be 
created using the present system are provided herein at 
^■ appandaiceo A and D* . In particular,^ nifgfic ncl t ^ "A illustrates 

25 a sales proposal prepared by USA Today (TM) to "Uniglobe 

Travel" for the sale of advertising space. As noted above, 
some of the selling entity elements used to generate a 
customized presentation may include impression 
characteristics which are designed to reinforce a 

3 0 "corporate image" of the selling entity. The term 
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"corporate image" is used herein in a general sense and is 
not limited in reference to corporations. 

As will be seen in the sample written proposal in 
ix - A , the proposal is customized to the potential 



5 customer and customer solution, while indirectly conveying 



a desired "corporate image" which captures and maintains a 
unique "look" associated with USA Today (TM) throughout the 
proposal. For example, the cover page of the proposal is 
identifiable as a front page of a USA Today (TM) newspaper 

10 product, through the use of appropriate image layout, 
organization, font, and color, among other things. In 
addition, the various graphs and graphics within the body 
of the proposal presentation are customized to the customer 
and/ or the customer solution while retaining the "look" of 

15 graphs and graphics found in a USA Today (TM) newspaper and 
which advertisement space customers of USA Today (TM) would 
identify with USA Today (TM) . This information is 
indirectly conveyed in the sense that it does not rely on 
USA Today trademarks, logos, etc., but draws its 

20 recognition from its correspondence to an "image" 
associated with USA Today (TM) . 

V ' ^pP 0 ^^ 1 ^ B llluctratoo a sales proposal prepared by an 

A 

intellectual property law firm for the t sale of legal 
services to a potential client in the computer software 

25 industry. In this presentation, the use of background 

images, such as electrical circuitry, computers, and disks, 
are used to further customize the proposal to the specific 
type of potential client. This customization, however, 
does not diminish the law firm "image" which is conveyed by 

30 the overall proposal . 




Turning now to Figure 2, there is illustrated one 
embodiment of a memory arrangement 200. The memory 
arrangement 200 includes seller data 200a, customer data 
200b, and other data, such as time, date and the like. The 
5 seller data 200a includes product information 202, selling 
entity elements 204, topical selling entity elements 206, 
template information 208, as well as other information 210. 
The customer data 200b includes basic customer information 
222, customer solution information 224, customer type 

10 elements 226, presentation items 228, and presentations 230 
which may comprise a group of presentation items, as well 
as other information 232. The presentation generation 
system 104 may access the seller data 200a and customer 
data 200b to generate a presentation item customized to the 

15 particular customer based on the customer solution and 
customer information. 

The basic customer information 222 includes 
information concerning a customer received during the sales 
process, such as company name, logo(s), trademark (s) , 

20 address, size, industry, budget, and other relevant 
information . The customer solution information 224 
includes information, such as images and data, related to 
the particular solution which the sales representative 
generated for the customer. Customer solution images may 

25 include text or graphics images, such as a presentation 
overview or product configuration details. Customer 
solution data may include product prices or rates, prices 
or rates of competitors' products, etc. It will be 
appreciated that customer solution information may include, 



for example, specific product information selected in 
correspondence with the customer solution . 

The customer type elements 226 may include images, 
such as text or articles, graphics, such as photographic 
5 illustrations, video and/or audio clips, etc. The 

customer type elements are related to a particular type of 
customer. Types of customers may include, for example, 
customers in the travel industry, computer industry, and 
automotive industry. In the example of intellectual 

10 property services, the customer type may represent the 

technology area, such as computer, chemical, mechanical, 
etc., with which the customer (client) is involved. A 
customer type image of a plane, hotel, or beach, may be 
associated with a customer in the travel industry, while a 

15 customer type image representing a picture of an assembly 
line or car may be associated with a customer in the 
automotive industry. It should be appreciated that a 
particular customer type element may be associated with a 
number of different customer types. For example, a hotel 

20 picture may also be associated with customer types in the 
event planning or hotel industry in addition to the travel 
industry. 

The product information 202 includes a variety of data 
related to the particular product being sold, such as 

25 product specifications, configurations, prices, etc. In 

the advertising industry, such data may include advertising 
rates, mediums, broadcast coverage, length, and demographic 
information of the seller, such as audience information 
relating to the advertisement medium, including expected 

3 0 income, age, and profession of the audience. In the legal 
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services industry, such data may include attorney profiles, 
billing rates, etc. The product information 202 may 
further include product type elements, that is, elements 
associated with a particular type of product. For example, 
a product type image of rugged terrain may be associated 
with a four-wheel drive sports utility vehicle. The 



product type elements, like the other elements, may be 
selected based on the customer solution and integrated into 
a presentation item. 

The selling entity elements data block 204 includes 
basic and particular information related to the seller. 
Basic selling entity elements may include images, audio 
data, and other information which directly convey the 
entity of the seller, such as the logo(s), trademark (s) , 
pictures of particular products, names, addresses, etc. 
Other selling entity elements are representations having an 
impression characteristic which indirectly conveys the 
identity or "image" of the seller to a customer, without 
using direct conveyance means such as trademarks, logos, 
the seller's name, and the like. The selling entity 
elements having these impression characteristics may 
include images, templates, video clips, audio clips, etc. 
Certain selling entity images having impression 
characteristics may include articles having text of a 
certain font size or type identifiable with the selling 
entity, or graphics which incorporate pictures or 
illustrations identifiable with the selling entity. 

The topical seller elements 206 are representations, 
including images, audio, etc. which relate to a particular 
topic , such as travel , automobiles , computers , and so 




forth. It should be appreciated that the topical seller 
elements, selling entity elements, and customer type 
elements may share common representations. 

Each of the aforementioned elements and information 
5 are associated with one or more parameters indicative of 
its characteristics. As will be discussed below, these 
parameters are used by the presentation generation system 
104 to identify appropriate representations and information 
for use in a presentation item output. The parameters may 

10 relate to the topic , size , acceptable size ranges , and 

other characteristics of the representation or information. 

The template information 208 may include templates 
used by the presentation generation system 104 to develop a 
presentation item and templates used by the customer 

15 solution system 102 to receive customer information and to 
generate a customer solution. It should be noted that the 
term template as used herein is to be broadly construed. 
The term includes templates as commonly known as well as 
programs, rules, or instructions which perform the 

20 functions of the templates described herein. The template 
information 208 used by the customer solution system 102 
may include input forms or question forms for receiving 
customer specific information. The template information 
208 may further include templates for generating and 

25 presenting to the customer presentations, orders, quotes, 
and the like. 

The templates used to generate customized presentation 
items may include presentation format templates indicating 
the various information to be integrated to form a 
30 presentation item. The presentation format templates may 






be associated with rules defining, for example, the layout 
of a presentation item, including the color, size and 
location of images, and the font for text, etc. In this 
respect, the template may itself comprise a selling entity 
5 element having an impression characteristic, the impression 
characteristic being, for example, the layout, color, fonts 
and font size, of a particular publication of the selling 
entity. 



10 locations for text and associate each text location with 
one or more rules setting such things as a range for the 
text length, and a certain type of content, e.g., topical 
seller information. The template may then identify 
appropriate text images based on these rules. A template 

15 may also define locations for graphical images and 

associate each graphical image with rules setting, for 
example, maximum or minimum graph size, graph content, 
graphic style , etc . Where text and graphics images are 
integrated in a given area, selection of certain text or 

2 0 graphics may be interdependent. For example, in a given 
area, a lengthier text location will be associated with a 
smaller graphic. Exemplary templates used to create 
presentation items are discussed in greater detail below. 



25 been disclosed in detail, those skilled in the art will 

appreciate that the functionality may be implemented using 
a variety of other database structures using many different 
software packages on a variety of hardware platforms. 
Although the database has been divided into seller data 

30 200a and customer data 200b, those skilled in the art will 



In particular, a template may define one or more 



Although one exemplary embodiment of the database has 
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appreciate that this division is primarily conceptual. The 
various aspects of the database may be stored on a single 
database and these conceptual distinctions may blur or 
disappear in other embodiments. 
5 Through the use of the templates and rules, the 

present system 100 is able to construct a vast number of 
different presentation items. Some of the presentation 
items which the sales presentation system 100 may generate 
include: graphs or graphics illustrating customer solution 

10 data in a manner consistent with the visual impression 
characteristics of the seller, and presentation items 
illustrating sample product configurations in a manner 
consistent with the impression characteristic of the 
seller. Such customer solution graphs or graphics may 

15 include graphs comparing the price of seller' s product or 
product to those of its competitors. Product 
configurations may include, for example, in the advertising 
industry, sample ads, and in a tangible goods industry, the 
design specifications of a particular good. For the 

20 purpose of illustrating the various aspects of the 

invention, there are illustrated in the following figures 
just a few of the many presentation items that can be 
generated by the present sales presentation system 100. 

Figures 3-5 illustrate an exemplary use of the sales 

25 presentation system 100 in generating a customized cover 
page for a presentation document such as that illustrated 
Q/^ in ^pag'c 1 of Appendix In particular, Figure 3 

illustrates a flow chart which depicts the process 
generating a customized cover page, while Figures 4 and 5 

30 illustrate respectively an exemplary template used in the 
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cover page generation process and an exemplary cover page. 
Generally the process for generating a cover page includes 
identifying and retrieving a cover page template, having a 
visual impression characteristic of the selling entity, 
5 retrieving the information indicated by the template, and 
integrating the information according to the template to 
form a cover page maintaining the impression 
characteristic, and indirectly conveying the seller's 
identity and, in some instances, the customer's preferences 

10 or industry. 

Referring now to Figure 3, details of the exemplary 
process for generating a cover page will be described. The 
first two blocks, blocks 302 and 304, represent operations 
performed by the customer solution system 102 in receiving 

15 customer information and generating a solution. In 

particular, block 302 represents the customer solution 
system 102 receiving customer information . This step 
includes the sales representative or the customer 
inputting, for example by free -form or by answering 

20 questions , information regarding the customer and the 

customer's interest in the product for sale. In- doing so, 
the customer solution system 102 may access input forms 
included in the template information 2 08 to receive the 
customer information into the memory arrangement 106. 

25 Block 304 represents the customer solution system 102 

generating a customer solution based on the stored customer 
information. This step may include the sales 
representative interacting with the modules of the customer 
solution system 102 to generate a customer solution, 
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including, for example, a recommended product 
configuration, price, etc . 

Once the customer information has be received and a 
solution developed, the sales generation system 104, based 
5 on the customer solution or customer information, retrieves 
a template defining a cover page having an impression 
characteristic of the selling entity, as indicated at block 
306. This step may include identifying an appropriate 
cover page from a plurality of cover pages, the appropriate 

10 cover page being determined based on the customer solution 
or customer information. For example, a cover page 
template representing the front page of a newspaper 
business section may by selected for a customer in the 
financial industry. As will be discussed in greater detail 

15 below, the cover page template generally defines locations 
associated with rules which in turn define the layout of 
the cover page as well as the content, size, and other 
characteristics of the information on the cover page. 



20 template is retrieved as indicated at block 308. This 
information may include basic seller and customer 
information, such as their names or logos, customer type 
elements or topical seller elements, such as topical 
articles or pictures, and customer solution information. 

25 The customer solution information may be a customer 

solution specific image which contains a portion of the 
customer solution, for example, a textual overview of the 
customer solution or the proposed document. 



3 0 thereby are identified and retrieved, the presentation 



The information to be integrated according to the 



Once the template and the information indicated 
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generation system 104 then integrates the template with the 
information to form a presentation item, such as a 
composite image, in a manner which reinforces the visual 
characteristic of the selling entity. This step may 
5 include inserting the information in a particular location, 
size or font, including resizing or otherwise reformatting 
text or pictures according to the selected template. The 
composite image may then be automatically output or 
manipulated by the sales representative and output as will 
10 be described hereinbelow. 

Turning now to Figures 4 and 5, there is illustrated 
an exemplary cover page template 400 (Fig. 4) that may be 
used to generate a cover page, such as the exemplary cover 



page 500 (Fig. 5) . For convenience, reference may also be 

M fast f $ 

made to the first page of the document in a ppendix A* which 
illustrates in color the cover page of Figure 5. The cover 
page template 4 00 generally includes rules that define the 
layout and content or topic of the images on the cover page 
500 as well as the color, size , shape , and in the case of 
20 text , the text font of the cover page images . Images which 
then have parameters consistent with the rules for the 
particular locations are retrieved from the image database 
and inserted at the indicated location. 

In particular, the cover page template 400 defines 
25 locations 402 for basic information such as presentation 
date and page number, a location 404 for basic customer 
information such as the customer 1 s name or logo 504, and a 
location 406 for the basic seller information, such as the 
seller's name or logo 506. The template 400 also defines 
30 locations for topical seller elements or customer type 
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20 



images, such as locations 410 for articles 510 related to 
the seller and customer and locations 412 for pictures 512 
related to the type of customer. The template 400 further 
defines a location 414 for customer solution information, 
for example, presentation overview text 514. 

Turning now to Figures 6-8, there is illustrated 
respectively an exemplary process for generating a 
presentation item containing a customized graph, a template 
for use in the graph generation process, and an exemplary 
presentation item graph. Again, for convenience, reference 
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Figure 6 in particular illustrates a flow chart which 
depicts an exemplary customized graph generation process. 
Generally the flow chart illustrates the integration of 
customer solution information and other information into a 
selling entity image element having an visual impression 
characteristic identifiable with the selling entity to 
generate a presentation graph which presents the customer 
solution information in a manner which reinforces the 
impression characteristic of the selling entity element. 
In this manner, the sales presentation system 100 may 
generate numerous customer solutions specific graphs which 
indirectly convey the identity of the seller, including 
graphs illustrating competitive comparison data or audience 
information. 

In a similar manner as discussed above with respect to 
Figure 3, block 602 represents the customer solution system 
102 receiving customer information and block 604 represents 




the sales presentation system generating a customer 
solution based on the stored customer information. 

Once the customer information has be received and a 
solution developed, the presentation generation system 104 
5 retrieves a template which defines rules for generating a 
presentation graph, as indicated at block 606. This step 
includes the system 100 identifying an appropriate template 
for displaying the customer solution information in a 
graphical format, since different type of customer solution 

10 information may be represented more effectively in 
different graphical formats or styles. 

Operating under the rules associated with retrieved 
template, the presentation generation system 104 next 
retrieves a selling entity image having a visual impression 

15 characteristic, as indicated at block 608. The retrieved 
selling entity image may be indicated by the retrieved 
template or may be part of the template itself. The 
retrieved selling entity image may further be identified 
based on the customer solution information and/or the 

20 customer information . For example , if the customer is in 
the travel industry, a selling entity image depicting palm 
trees may be selected, since palm trees may be associated 
with travel. The visual impression given by the palm tree 
graphic illustrated in Figure 8, further indirectly 

25 reinforces the identity of USA Today (TM) . The 

presentation generation system 104 then retrieves the 
information to be integrated according to the template, as 
shown at block 610 . This information includes the customer 
solution information to be illustrated in the graphs as 

30 well as other information, such as logos, date, etc. 
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Once the selling entity image and customer solution 
information and other information are identified and 
retrieved, the presentation generation system 104 then 
integrates the information with the image to form a 
5 composite image in a manner which reinforces the visual 
characteristic of the selling entity. For example, as 
shown in Figure 9, this step may include using customer 
solution data to define the size of the graph and 
integrating customer solution text into the legend of the 
10 graph and as a description of the graph. Following the 
integration, the integrated image may be output and, for 
example, used by the sales representative to develop a 
final presentation document, as indicated at block 614. 

Figures 7 and 8 illustrate an exemplary template 700 
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used for developing an audience information graph page 800 
Again, reference may be made to^App a^diiA. A in whi - ch th e 



- eighth - page illustrates the graph page 800. The template 
700 defines the various locations for the layout of the 
page 800. In particular, the audience information page 

20 template 700 defines basic locations 702 for information 
such as presentation date and page number, a location 704 
for basic customer information such as the customer's name 
or logo 804, and a location 706 for basic seller 
information, such as the sellers logo or name 806. The 

25 template 700 further defines a graphics area 712 which may 
include a graphics image location 708 for a topical seller 
graphic 808 and a textual image location 710 for data or 
text 810 relating to the customer solution information. 
The template 700 may also define a text location 714 for 

3 0 text 814 describing the graph. As shown in the exemplary 





page 800, the topical graph (showing palm trees as an 
indication of a travel topic consistent with the style used 
in the USA Today (TM) newspaper is integrated with customer 
solution information, such as the number of leisure 
5 travelers who read the illustrated publications, under 
rules which display the size of the graph based on the 
customer solution information, such as, the number of 
readers . 

Turning now to Figure 9, there is shown a flow chart 

10 illustrating one use of the sales presentation system 100 
in generating customized proposals for use by a sales 
representative of a selling entity to facilitate a sale of 
a product offered for sale by the selling entity to 
different types of customers. The sales presentation 

15 system 100 may thus be used to sell one product, such as 
legal services, to a variety of customer types, such as 
biotechnology companies or computer companies, etc. 

As discussed above, the customer solution system 104 
first receives and stores customer information and then 

20 generates a customer solution, as indicated at blocks 902 
and 904. Once the solution is generated, a selling entity 
element is retrieved, as indicated at block 906 . This step 
may include identifying a template based on the customer 
solution and retrieving a selling entity element indicated 

25 by the template. The selling entity element may be one 
which directly or indirectly conveys the identity of the 
selling entity. 

As indicated at block 908, based on the customer 
information, the presentation generation system 104 

3 0 identifies a customer type. For example, a customer for 



legal services may be identified as a biotechnology or 
computer company based on the customer information received 
during the sales process. Once a customer type is 
determined, a customer type element, such as an image, is 
identified and retrieved, as indicated at block 910. This 
step may include identifying a group of customer type 
elements indicated as being usable by the rules of the 
retrieved template and then retrieving from this group a 
customer type element which corresponds to the determined 
customer type. Alternatively, a group of customer type 
elements corresponding the customer type may be identified 
and then from this group, a customer type elements capable 
of being used in the retrieved template may be identified. 

The customer type element and the selling entity 
element may then be integrated into a customized 
presentation item according to the rules of the selected 
template, and appropriately output, as indicated at blocks 
912 and 914. A discussion of an exemplary process of 
outputting the presentation item will be discussed below 
with reference to Figure 14 . 

Figures 10-13 illustrate exemplary templates and 
resulting presentation pages for use in selling legal 
services. Reference may again be made tc^^a^errd±x B which 
illustrates in color a final presentation document for 
legal services, pages of which are reproduced as Figures 11 
and 13. Referring to Figures 10 and 11, there is 
illustrated a template 1000 for generating an introduction 
page 1100. The template 1000 defines a location 1002 for a 
seller's logo or name 1102, a location 1004 for a letter 
image 1104 describing the customer solution, and a location 
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1006 for a customer type element, that is, customer type 
image 1106 . In the illustrated embodiment , the customer 
type has been identified as an computer industry company 
and a customer type image 1006 illustrating logic circuitry 
5 has been retrieved and inserted into the introduction page 
1100 at location 1006. 

Figures 12 and 13 illustrate an exemplary template 
1200 for generating an customer team page 1300. The 
template 1200 defines a location 1202 for a seller's logo 

10 or name 13 02 , a location 1204 for customer solution 
information, such as team member profiles 1304, and 
locations 1206 for customer type images. In the 
illustrated embodiment , the customer type has been 
identified as an computer industry company and a customer 

15 type image illustrating a computer and disks 1306 has been 
retrieved and inserted into the customer team page 1300 at 
location 1206 . 

The aforementioned exemplary presentation items as 
well as other presentation items may be generated as 

20 necessary to depict the customer solution. After a group 
of presentation items are generated, a presentation 
illustrating the customer solution in a manner which 
reinforces the identity of the selling entity may be 
prepared and output. As mentioned above, the system may 

25 automatically prepare a customized presentation and provide 
it to the user or the sales representative may select 
certain presentation items from the group to develop a 
customized presentation. Automatic presentation 
preparation is particularly useful in the Internet 
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environment while user directed presentation preparation 
more suited for in-person sales environments. 

To assist the sales representative in developing a 
presentation document, a presentation document tool 14 00 
5 may provided. The presentation document tool 1400 may 

display a list of the presentation items as shown in Figure 
14 . The underlying program functionality of the 
presentation document tool 1400 may generate the list of 
presentation items by traversing a decision tree. As will 

10 be appreciated by those skilled in the art, the 

presentation document tool 1400 may traverse the decision 
tree by accessing a sequence of nodes. The nodes include 
presentation items. The presentation document tool 1400 
proceeds from the nodes by selecting all branches which 

15 satisfy a seller 1 s customer solution. Those skilled in the 
art will appreciate that this type of decision tree may be 
implemented using various programming techniques and 
languages. In addition, the functionality of this logic 
may be implemented using other programming structures such 

20 as a decision matrix which uses multi-dimensional arrays to 
map presentation items to customer solution information . 

After generating the list of presentation items, the 
presentation document tool 1400 displays the list in a 
suggestion window 1402 in Figure 14. A user may select any 

25 of the presentation items they feel meet their presentation 
objectives. The selected presentation items are then 
pasted to the presentation document window 1404 to visually 
depict the final layout of the presentation document. The 
presentation document may then be output for the customer. 
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As indicated earlier, exemplary final presentation 

documents are included herein at ,n^p$rid y> u^^^aiiQ TS . For 

comparison purposes, there is provided in appendix fi a 

sales presentation document which includes the information 

ft 

0 s *— 5 of .appendix "A but which does not use the impression 



characteristics described above. Figures 15-17 also 
illustrate some of the pages of the sales presentation 
document of - Appendix] ■ € ". As is readily apparent from a 



comparison of ^appfeiiUi-x- A- and A apper»Mc— C (and^Fig^res 15-17 



10 and 5 and 8) , the presentation document of ^Appehdijc O , 
while customizable, does not convey the customer 
information in a manner which indirectly reinforces the 
identity of USA Today (TM) and maintains the "corporate 
image" of USA Today (TM) . 

15 The foregoing description, which has been disclosed by 

way of the above examples and discussion, addresses 
embodiments of the present invention encompassing the 
principles of the present invention. The embodiments may 
be changed, modified and/or implemented using various types 

20 of arrangements. Those skilled in the art will readily 
recognize various modifications and changes which may be 
made to the present invention without strictly following 
the exemplary embodiments and applications illustrated and 
described herein, and without departing from the true 

25 spirit and scope of the present invention which is set 
forth in the following claims. 
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